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Your Association headquarters feels that in order to keep the members informed as to 
what is going on in this and related lines of industry, a New Bulletin issued now 
and then is desirable. The Executive Secretary has volunteered to edit the News 
Bulletin in its beginnings. Items of interest to the membership should be sent to 
the editor. Obviously all of the material sent in cannot be used but the editor 
will endeavor to publicize important items. Sales helps, credit information, em- 
ployment information, reports on meetings of this and other associations, NRA Code 
information and other material of interest to members will be contained in these 
columns. SEND IN YOUR NEWS ITEMS. 


THE GENERAL MEETING scheduled for November 27th was postponed to enable your board 

of Directors to prepare a Minimum Cost Scale on both Unit and Plate Costs; one which 
can be used without showing a wide difference in price depending on the way a job is 
figurede Under our present schedule, estimates figured on the unit basis differ 
widely from estimates figured on the plate basis. To adjust this difference a scale 
of prices for any quantity from the smallest order up to orders for several thousand 
copies is being prepared by the estimators who actually figure work now being handled 
by photo lithographers. The difference between the estimators in figuring each quan- 
tity, and for each basis will be fully discussed and a fair basis sought. As a basis 
of figuring these prices, the unit price of $1.50 per unit of sx ll will be usede 
After these prices have been thoroughly thrashed out in this smaller group, they will 
be presented to you through the mails for your consideration before we gather to 
adopt them in general meetinge The material on your costs that you have sent in will 
be considered in arriving at these schedules, 


COMPLAINTS ARE BEING HANDLED BY HEADQUARTERS: Your headquarters has already handled 
a number of complaints regarding "unfair competition". All members thus far have 
readily given your secretary full information on prices quoted. Much of the diffi- 
cult is caused by a customers desire to terminate a salesman's interview. "Your 
price is too high", isn't always the real reason for turning dovm your salesman. The 
Salesman needs to size up the situation. Above all he should be a good loser. A 
00d loser stands an opportunity of figuring on future orders. A bad loser, welleee. 
Salesmanship is all that you say and all that you do and all about you that persuades 
others to desire to do business with you.e A salesman must learn how to take a fall 
and come back quickly with a smile, with faith, with confidence, and a voice free 
from the emotion of fear. The ability to do this will spell success for hime A 
difference between two members, often trifling, referred to your headquarters can be 














settled usually by the secretary. 
HOWEVER, after we have established a minimum scale of costs, there will be but a few 
cases of deliberate selling below the scale. No industry is entirely free of 
"chiselers" and it is only fair to the reputable majority that the deliberate offend- 
ers be signaled out for punishment. Before a member brings a complaint against a 
competitor for violation of the minimum scale of costs agreed to, he will have to 
have real grounds for his complaint and will not bring it in upon mere suspicion. 

And to dispense with a lot of unfounded rumors ALL COMPLAINTS MUST BE MADE IN WRIT- 
INGe No innuendoes whispered over the telephone can be considered. An outlaw may 
win temporarily or partially, but real success comes most frequently and permanently 
to those who keep within the law. 


WHAT IS FAIR COMPETITION? Obviously, if fair competition is to prevail in the in- 
dustry there must be a basis for such competition, and it is only right that this 
basis should be determined on facts - facts relating to the individual establishment 
and facts relating to the industry as a whole. 


STANDARD COST FINDING SYSTEM: Part III, Maintenance of Fair Competition, in the 
Code of Fair Competition for the Graphic Arts Industries, Section 25, reads as : 
follows: ( 

"Each establishment shall determine the cost of its product or 1 

service by the Accounting and Cost Finding Systems approved by a « 

the National Code Authority.” m 
If an association does not have a Cost System one will be established by the National ] 
Code Authority. Your headquarters is gathering information as to forms used in many _ 6€6Ut 
housese Are you willing to send to headquarters one copy of every form you use in ; i 
your business? Your sstimate sheet, job ticket, production form, billing form, and 0 
every other form used by your organization will give us a basis of considering a b 
UNIFORM COST SYSTEM. Not only are you willing to send the forms, but will you do it? + 
When? c 





A FILING UNIT AND A TYPEWRITER is needed by headquarters. We can hold expenses down Y 
in the office if someone will loan or donate these two much needed items. s Cc 
A DESIGN OR TRADE MARK: It is suggested we as an association adopt one. A trade ; : 
mark will let your customers know that we have banded ourselves together to elimin- i: 
ate unfair and unethical competition. Do you have an idea for such a design? a 
a 
WHAT ARE OTHER ORGANIZATIONS DOING to take care of problems similar to ours? Your 
executive secretary is attending meetings of allied industries to obtain informa- > 
tion on the NRA Codee He also is obtaining information as to what steps are being 3 si 
taken to prevent firms from other areas entering this area with prices lower than S eg 
those established for this area, This Bulletin will contain comments on these meet- 5 tt 
ingsSe | er 
ac 
INCREASE YOUR DECEMBER SALES! A little extra effort right now on the sales end of , of 
things will increase your salese Sales of photo lithography made a profit may pro-~ + do 
perly be termed "Sales", Sales made at a loss should be termed "General Expense", 7 if 
If a lithographer does not know his costs, he cannot, except by some miracle, go | wh 
through many more months. If he does know his costs and ignores them, then he is 7 qu 
walking along the edge of a cliff with his eyes shut. The question is not so much, wi 


how much more can we increase our sales, but how much can we INCREASE OUR SALES AT 


























3 


PRICES THAT SHOW A PROFIT. We cannot call our fellow lithographer a fool because he 
quotes lower prices. We cannot pass judgment on his prices until we lkmow his costs. 
They may be lower. Under no circumstances should sales be made for prices lower 
than the minimum scale of costs established. Hold to the temporary schedule estab- 
lished. Put the emphasis on selling at prices higher than the Costs established. 


CONFIDENTIAL INFORMATION REGARDING MEMBERS is kept at headquarters under a system 
whereby each member is assigned a Code Number. The key to this code is known and 
available only to the Executive Secretary. 


THE ASSESSMENT sent to members to cover association expenses for November and 
December is due and payable at once. Have you sent in your check? 


THE QUESTION OF PROTECTING THE METROPOLITAN AREA against low price competition from 
other areas is being considered by your headquarters. Price schedules of other 
areas are being secured and a workable agreement not to encroach in this territory 
at prices lower than the minimm established by us is desired. After the schedules 
are gathered from various areas, headquarters will be in position to tell you what 
prices are being quoted over the country. 


CREDIT AND COLLECTION BUREAU: Are you interested in having your headquarters es- 
tablish a credit and collection bureau? We are gathering from our members a list 
of all accounts over 90 days old =~ please send yours in. If you desire information 
on such accounts, phone headquarters, WAtkins 9-8248. Further thought along this 
line is the proposition of the Association, after it is fully organized subscribing 
to Dun & Bradstreet service. Still another thought. One trade association operat- 
ing in this city has arranged through its association headquarters so that every 
member turns down for credit any customer who is in arrears over 90 dayse The mem- 
ber turning the customer down informs headquarters and headquarters informs the en- 
tire membership, thus putting the customer in position where he must pay his ac- 
count before he can have additional work donee. Your comments are invited. 


Your Executive Secretary under our present set up will find it necessary to spend 
considerable time in the field. Complaints cannot be brushed aside over the tele- 
phonee Some of the unfair competition in this area is due to photo lithographers 
who are not members of the organization, These firms without doubt will join us 
if they are properly approachede Your executive secretary will let them know we 
are trying to do a job here in the Metropolitan Area. If you phone headquarters 
and the secretary is out please remember. 


Do you know WHY PHOTO LITHOGRAPHY SHOULD BE USED? Does your prospect know why he 


should use photo lithography? Certainly there are many reasons why photo litho- 
graphy should be usede Lower costs, more material on a page, speed of reproduction - 


these are only a few of the reasons why your prospect should be using photo litho- 
graphye Would you be interested in having association headquarters write copy and 
actually get out such an advertising piece? If you will send to headquarters all 

of the advertising matter you have gotten out; or better, if you will actually sit 
down and give us material which should be incorporated in this advertising material 
if you will do this, you will help us bring the sales of photo lithography up to 

where it should bee A good publicity and a complete advertising campaign to ac- 

quaint the public with photo lithography can be secured without a heavy cost if you 
will add your thoughts to those of others in the industry. If you are really in- 
terested in increasing sales of photo lithography please follow through and write, 











aa 
or assign someone in your firm to write us, on this all-important subject. 


EMPLOYMENT BUREAU: When you need a salesman or a skilled man for the shop where do 
you get him? When you take on a salesman, do you know whether he is already on one 
or more payrolls? An employment bureau at headquarters is being considered. Under 
this bureau persons coming to your office for work would be referred to headquarters. 
Applicants for positions would be listed, their references investigated and if sate 
isfactory they would be sent to members needing help. The cost of this work to head- 
quarters would be covered under a small registering fee charged each applicant. 
Would you use such a bureau? 


PASS THIS BULLETIN ON TO OTHERS IN YOUR 
ORGANIZATION WHO SHOULD READ IT. IF 
YOU DESIRE ADDITIONAL COPIES PLEASE 


REQUEST THEM. 











